Chapter 13: Maintaining and Increasing Sales Questions
Multiple-Choice Questions
1. What is the primary purpose of a beverage list according to the chapter?
a) To list all available drinks
b) To serve as a marketing tool and drive sales
c) To provide nutritional information
d) To reduce staff workload
2. Which pricing strategy uses a high-priced item to make mid-tier options seem more reasonable?
a) Psychological pricing
b) Decoy pricing
c) Bundle pricing
d) Discount pricing
3. Where should high-margin wines be placed on the menu?
a) Bottom-left corner
b) Top-right or center pages
c) Last page
d) Scattered throughout
4. What psychological pricing technique involves ending prices in "9"?
a) Decoy pricing
b) Rounding
c) Charm pricing
d) Prestige pricing
5. Which element simplifies ordering and reduces pronunciation concerns for customers?
a) Visual maps
b) Bin numbers
c) QR codes
d) Tasting sheets
6. How can sommeliers encourage customers to try new wines?
a) Offering free samples
b) Implementing a by-the-glass program
c) Reducing prices
d) All of the above
7. Which psychological trigger creates urgency by highlighting limited-time offers?
a) Social proof
b) Exclusivity
c) Personalization
d) Scarcity
8. What should a sommelier do if a customer lingers over the menu?
a) Ignore them
b) Offer guidance
c) Rush their order
d) Suggest bottled water
9. Which phrase exemplifies positive selling?
a) "You have to try this."
b) "Our Reserve Chardonnay has won several awards."
c) "What’s your budget?"
d) "Hurry up and decide."
10. What strategy involves presenting premium wines tableside with a story?
a) Decoy pricing
b) Experiential value
c) Social proof
d) Psychological pricing
11. What enhances trust and guest satisfaction in a welcoming atmosphere?
a) Loud music
b) Friendly, knowledgeable service
c) Dim lighting
d) Limited seating
12. Which KPI tracks whether upselling strategies are working?
a) Wine sales per guest
b) Average bottle price
c) Customer feedback
d) Promotion success
13. What digital tool allows customers to explore wine descriptions via QR codes?
a) Social media
b) Interactive digital menus
c) Email programs
d) Online ordering
14. Which promotion method uses "Wine of the Week"?
a) Email campaigns
b) Tent cards or table displays
c) Loyalty programs
d) Online retail
15. What is a key component of efficient service during peak hours?
a) Slow pacing
b) Training staff to serve promptly
c) Reducing menu options
d) Ignoring refills
16. What should be included in a professional wine tasting setup?
a) Spittoons and snacks
b) Only red wines
c) No descriptions
d) Discount coupons
17. Which strategy encourages customers to stay longer and spend more?
a) Rushed service
b) A comfortable environment
c) Limited menu
d) No promotions
18. What is the gross profit for mineral water priced at $10.00 with a cost of $0.95?
a) $9.05
b) $10.95
c) $8.50
d) $0.95
19. Which technique uses phrases like "Still or sparkling?" to make bottled water the default choice?
a) Upselling
b) Social proof
c) Decoy pricing
d) Bundle pricing
20. What does "social proof" leverage in customer decisions?
a) Limited-time offers
b) Awards or critic reviews
c) Personalized recommendations
d) Low prices
21. How can staff incentive programs benefit sales?
a) By encouraging upselling and exceptional service
b) By reducing labor costs
c) By limiting customer interaction
d) By standardizing orders
22. Which term describes tailoring recommendations to customer preferences?
a) Exclusivity
b) Personalization
c) Scarcity
d) Decoy pricing
23. What is a critical element of interactive wine tastings?
a) Monologues
b) Encouraging discussions and questions
c) Silent tastings
d) No visual aids
24. Which strategy involves offering take-home wine options?
a) Social media marketing
b) Online ordering and retail sales
c) Email loyalty programs
d) Decoy pricing
25. What is the ultimate goal of balancing sales and satisfaction?
a) Maximizing profits at all costs
b) Creating an experience that encourages return visits
c) Reducing menu variety
d) Eliminating staff training

Answer Sheet with Explanations
1. b) To serve as a marketing tool and drive sales
Explanation: The chapter emphasizes that a beverage list is a marketing tool designed to drive sales and set the establishment’s tone.
2. b) Decoy pricing
Explanation: Decoy pricing involves placing a high-priced item to make mid-tier options appear more reasonable.
3. b) Top-right or center pages
Explanation: High-margin wines are strategically placed in prime locations like the top-right or center of the menu.
4. c) Charm pricing
Explanation: Psychological pricing often uses prices ending in "9" (e.g., $19.99) to influence purchasing behavior.
5. b) Bin numbers
Explanation: Bin numbers simplify ordering and reduce pronunciation issues for customers.
6. b) Implementing a by-the-glass program
Explanation: By-the-glass programs entice guests to try premium wines without committing to a full bottle.
7. b) Exclusivity
Explanation: Exclusivity triggers urgency through limited-time offers or rare bottles.
8. b) Offer guidance
Explanation: Customers lingering over the menu may need assistance, making guidance a key strategy.
9. b) "Our Reserve Chardonnay has won several awards."
Explanation: Highlighting awards is a positive selling technique that emphasizes quality without pressure.
10. b) Experiential value
Explanation: Presenting premium wines with stories creates experiential value, enhancing the guest experience.
11. b) Friendly, knowledgeable service
Explanation: Engaging hospitality builds trust and satisfaction, as noted in the "Welcoming Atmosphere" section.
12. b) Average bottle price
Explanation: Tracking the average bottle price helps assess upselling effectiveness.
13. b) Interactive digital menus
Explanation: QR code menus allow customers to explore detailed wine descriptions digitally.
14. b) Tent cards or table displays
Explanation: These are used to promote "Wine of the Week" or seasonal specials.
15. b) Training staff to serve promptly
Explanation: Efficient service during peak hours requires promptness, as highlighted in the "Efficient Service" section.
16. a) Spittoons and snacks
Explanation: A professional tasting setup includes spittoons, snacks, and mineral water.
17. b) A comfortable environment
Explanation: A welcoming atmosphere encourages guests to stay longer and spend more.
18. a) $9.05
Explanation: Gross profit is calculated as Selling Price ($10.00) minus Cost Price ($0.95).
19. a) Upselling
Explanation: Framing questions like "Still or sparkling?" is an upselling tactic for bottled water.
20. b) Awards or critic reviews
Explanation: Social proof leverages external validation (e.g., awards) to influence decisions.
21. a) By encouraging upselling and exceptional service
Explanation: Incentive programs motivate staff to excel in service and sales.
22. b) Personalization
Explanation: Tailoring recommendations to preferences increases purchase likelihood.
23. b) Encouraging discussions and questions
Explanation: Interactive tastings thrive on engagement, as noted in the "Wine Tastings" section.
24. b) Online ordering and retail sales
Explanation: Offering take-home options falls under digital retail strategies.
25. b) Creating an experience that encourages return visits
Explanation: The chapter concludes that balancing sales and satisfaction fosters customer loyalty and repeat business.

